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By Heather Meriwether

Viewpoint’s Mathematics Department offers a variety of classes from
basic Algebra and Geometry to Advanced Placement (AP) Calculus,
AP Statistics, Advanced Topics in Calculus, and Linear Algebra. A
recurring question that any visitor to a mathematics classroom may
hear is, “When will we ever need to use this in real life?” This is sel-

dom an easy question for a math teacher to answer in the abstract, at least well
enough to inspire the confidence of their students. However, when working on
The Life Project in their Tenth or Eleventh
Grade mathematics class, Viewpoint’s students
find the answer to that oft-asked question for
themselves.

The Life Project is now woven into the math-
ematics curriculum. This long-term assignment
introduces Upper School students to financial
literacy. The project allows students a glimpse of
how their lives might play out in the future. By
choosing a realistic career goal and researching
salaries, they produce a monthly budget that
will allow them to save enough money for a
down payment on a modest home within a few
years of obtaining employment. Students also
research current interest rates of home loans and
use them to calculate their monthly mortgage
payments based on various lengths of repay-
ment. Finally, they revise their monthly budget
to allow them to save for their retirement. Invest-
ing and retirement are generally not issues that
occupy the thoughts of teenagers; for most, the
future is next weekend. However, while working
on the Life Project students begin the process of
thinking about their future and the importance
of financial planning.

In addition to working with salaries, mort-
gage rates, and retirement accounts, the Life
Project allows students to consider and project
their financial expectancies in areas such as
education, transportation, marriage, and family.
For many it is their first glimpse of what it takes
to live independently. Many students find that as
they develop an awareness of a future career
and life’s impending financial responsibilities
these ideas influence their college options and
often their choice of majors. Students enjoy the project because they utilize the
skills that they are learning in the course and apply them directly to their own lives.

A silver lining to the current recession may be that today’s young people see the
need to become financially savvy. Young people cannot escape the news, if it is
only onYahoo’s home page, that many educated people have lost their jobs and
their homes. However, the adults in their life are too often remiss in providing
teenagers with financial advice and education. A recent study by Charles Schwab
found that 16-18-year olds are more likely to own an iPod, cell phone, or comput-
er than they are to have a savings or checking account. The survey also found that
parents are more likely to nag their teens about cleaning their rooms or the dangers
of drugs and alcohol than talk to about smart money management.

The goal ofViewpoint’s Life Project is in keeping with the nationwide push to
keep Millennials from making financial mistakes that could negatively affect their

lives long after they graduate from college. The Life Project provides our students
with knowledge that will last a lifetime.

Heather Meriwether is Math Department Chair at Viewpoint School in Cal-
abasas, a nondenominational, coeducational school of 1,200 students in Kinder-
garten through Grade Twelve. A member of the California and National Associa-
tions of Independent Schools and the Cum Laude Society, Viewpoint offers a chal-
lenging college preparatory program in a nurturing environment. For more informa-
tion about Viewpoint School, please visit www.viewpoint.org.
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By Liana Jindaryan

Selection and recruitment are the two cen-
tral steps involved in the HR department
for an organization. A growing business

trend calls for additional hiring. Businesses fre-
quently underestimate the time and direct costs
of recruitment. Unless the company is large
enough to house a human resources depart-
ment, upper management bears the burden of
recruitment, which in itself is time taken from
running the ongoing business activities. Keep-
ing in mind that recruiting and selecting quali-
fied applicants reduces employee turnover. A
successful organization involves hiring the right
people with minimal lead time.
Do not limit yourself to just classified ads and

postings on hundreds of job boards. Creative
recruitment includes targeting college job fairs and
working with campus career and alumni offices.
With the economy on a recovery trend, now more
than ever increasing numbers of college students
and recent graduates are in need of assistance in
finding work. AtWoodbury’s Career Development
Office, we know your time on our campus is valu-
able and that is why we aim to unite you with pre-
qualified applicants ensuring you reach the great-
est number of students during your visit benefiting
both parties at this crucial time.
Attending a job fair produces better recruiting

results than local newspapers or online job
boards. Not only are you receiving fresh ideas
from the applicants, but you also build relation-
ships with students who could potentially help
with projects related to your company.
A few benefits worth mentioning:
• Access to Highly Qualified Candidates:

Attending a job fair can help you connect with
large number of highly qualified candidates who
may not have had the means of learning about
the opportunities that your company has to offer,
giving your company the opportunity to collect
resumes of potential recruits for current or future
hiring purposes.

• Meet Candidates in Person: Going over
piles of resumes, scheduling interviews and the
actual interview process is an extremely time con-
suming process. A job fair gives the company rep-
resentatives the opportunity to meet a large num-
ber of qualified candidates in person and conduct
on-the-spot interviews as applicable.

• Publicity for Company: Job fairs are exten-
sively publicized byWoodbury University giving
you, the recruiting organization the exposure in
all the marketing materials, including theWU
homepage and monthly newsletter.

• Saves Money: The cost of participating and
recruiting through job fairs is minimal consider-
ing the number of work hours the company will
save in eliminating interviews of unqualified can-
didates.
We invite you to join our list of prestigious

companies. Let us assist you in building your
brand's identity at Woodbury University. By par-
ticipating in theWoodbury’s MBA/MOL Job Fair
on October 18/2012, we will provide your
organization with an increased level of exposure
to a talented, diverse group of students and alum-
ni. We hope that you will become our next
employer partner and share in this valuable
recruiting experience.

Liana Jindaryan is Director of Career Develop-
ment for Woodbury University.
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$254 Million For
Upward Bound Projects

The U.S. Department of Educa-
tion announced its first set of
awards for 780 Upward

Bound projects this month, which
will help close to 60,000 students
acquire the knowledge and skills
they need to access and succeed in
college. These grants represent
more than $254 million to fund
projects that are designed to
increase both the high school grad-
uation and college completion
rates of low-income, first-genera-
tion students.
In addition, following statutory

requirements, the Department will
be awarding a second slate of almost
$9 million in the coming weeks,
which will result in the program pro-
viding in total over $260 million to
serve almost 62,000 students.
“A college education is the ticket

to the middle class, and these
Upward Bound projects will help
students take the next step toward
the American Dream,” said U.S. Sec-
retary of Education Arne Duncan.
“The Upward Bound program

has a long history of providing key
support to those who need it the
most. Continuing to provide these
resources for disadvantaged students
will help to build a college-educated
workforce in communities across the
nation and ultimately revitalize our
country’s economy.”
Due to the expiration of College

Cost Reduction and Access Act
funds, significantly less money –
about $49 million – is available for
Upward Bound grants in 2012 than
was awarded in the last competition.
Despite the reduction, due to
increased efficiencies and new fund-
ing strategies the Department will
serve almost the same number of
students as it did in the last competi-
tion.
In the FY 2012 competition, the

Department took steps to strategical-
ly align Upward Bound with overar-
ching reform strategies for K-12 and
to further enhance the Administra-
tion’s 2020 college completion goal.
Through the inclusion of targeted
preference priorities, many of this
year’s grantees will be serving more
students in the persistently lowest-
achieving schools; emphasizing data
to help drive decision-making; and
being more productive to make bet-
ter use of resources in achieving
improved results. It also introduced
a new funding framework that creat-
ed strong incentives for applicants to
serve additional students, while still
having a safety valve that gave less
efficient applicants room to improve.

For more information on the
Upward Bound program, including
the list of FY 2012 grantees, visit:
http://www2.ed.gov/programs/
trioupbound/index.htm.



State Superintendent of Public Instruc-
tion Jack O'Connell last year released
the results of a survey of educational

agencies to find out how California state
budget cuts to public education are
affecting them.
"The survey results make clear that

school administrators are making
heartrending decisions to balance their
dwindling budgets while trying valiantly to
keep students' best interests in mind," said
O'Connell. "Sixty-five percent of districts
that responded to this survey made cuts to
building and school grounds maintenance,
58 percent cut funding for instructional
materials, and 58 percent reduced funding
for district administration. Forty percent of
respondents have reduced the number of
teachers; reduced or eliminated summer
school; increased class sizes; and cut art
and music classes, closed libraries, elimi-
nated school nurse positions, and canceled
sports programs.
"Our public education system is in cri-

sis. These cuts hurt students and hurt Cali-
fornia's future economic viability. I call on
the Governor and the Legislature to show
the courage and leadership needed to find
a budget solution that puts students first
and protects our schools from further cuts."
The California Department of Education

launched the survey to ask administrators
in county offices of education, school dis-
tricts, and charter schools how they have
balanced their budgets in light of state
budget cuts to public education. At the
close of the survey last year, 387 educa-
tional agencies had responded. They repre-
sent 1.7 million students, or 26 percent of
the statewide enrollment.
Administrators were asked questions on

what type of educational organization they
are; which programs were cut or eliminat-
ed in the last two school years; enrollment
data; and what other actions were taken in
the last two school years such as staff
reductions, school closures, or reduced
school year as result of funding cuts. These
are the results of K-12 budget cuts survey
by category and the percentage of respon-
dents that made cuts in those categories.

Results of K-12 Budget Cuts
Survey by Category

Percentage of Respondents

Building, Grounds/Maintenance.........65%
District Administration........................58%
Instructional Materials ........................58%
Counselors, Nurses, Psychologists......48%
Art, Music, & Drama ..........................48%
Classified Staff Compensation
Reductions.......................................47%
Certificated Staff Compensation
Reductions.......................................45%
K-3 Class Size Reduction....................35%
Electives..............................................34%
Library ...............................................34%
Facilities..............................................33%
Teachers..............................................32%
Professional Development
Programs..........................................30%
Paraeducators, Instructional
Assistants .........................................29%

Gifted and Talented Education............28%
Athletics..............................................27%
Supplemental Instruction,
Summer School ...............................26%
Adult Education..................................20%
High School Class Size Reduction......18%
Beginning Teacher Support
and Assessment ...............................18%
Reduced School Year ..........................16%
Food, Nutrition Services .....................14%

Technology Services ...........................12%
Transportation.....................................12%
Physical Education..............................12%
Career Technical Education ................11%
School Closure ...................................10%
Child Development,
Early Childhood Programs .................8%
Compensatory Education......................5%
Special Education .................................5%

Advanced Placement, International
Baccalaureate Programs ....................4%
Driver Education...................................4%
Safe Schools, Security,
School Police.....................................4%
Multilingual Services,
Services for English Learners..............3%
Regional Occupational Centers
and Programs.....................................1%
Homeless Education .............................0%
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Survey Reveals “What Schools Cut”
During Tough Fiscal Times
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Barton Goldsmith, Ph.D.

These are my Top 20 best practices
that I have seen used by the most
successful leaders. Some of these are

already in your toolkit, others you may
have forgotten. Keep this list handy as a
reminder of time tested solutions that will
make you and your team shine.

1. Use the Power of the Pen. Recogni-
tion is the number one motivator. A simple
thank you note is more important than
money to most people.

2. Understand the Importance of Emo-

tions. Feelings are a part of daily life and
daily business. When people get hurt feel-
ings they become poor performers, so
make sure you deal with these issues soon-
er rather than later.

3. Great leaders have one thing in com-
mon - Passion! If you're not turned-on
about what you're doing your team won't
be either, so show them that you're excited
and watch them get fired up.

4. Communication. If you don't use
effective Business Communication Skills
you're leaving money on the table and not
getting the most out of your people.

5. Do a Company Evaluation at least
once a year. Ask your team members to
respond in writing to important questions
like, "What do we need to change?" and
"What do we need to keep doing more of?"

6. Create a Company Mentoring Pro-
gram. Every person in and entering your
company should have a mentor. A mentor's
job is to help a new or junior staff member
feel welcomed as well as to answer any
questions. Having a mentor builds confi-
dence and creates motivation to go above
and beyond.

7. Make sure your teams are balanced

with both Innovators and Implementers. If
everyone on a team is an Innovator, noth-
ing will get done. Similarly, a team of only
Implementers will create nothing new.

8. Remember that Customer Service
Rocks. The two most profitable customer
service tips are; first, a full return/refund
policy, which eliminates risk on the part of
your client and encourages them to "step
up to the plate". Second, never say "NO" to
clients. This policy creates the opportunity
for you and your client to find other ways
to do business together.

9. Achieve goals by getting team mem-
ber buy-in. If your people have input into
your goals they will put more energy into
helping you achieve them. Ask them what
they think and you'll get their dedication in
return.

10. Implement a Knowledge Lunch.
Keep your team up to date by having a
lunch meeting once a week where you dis-
cuss your business. You can even bring in
vendors and financial advisors to help keep
your team connected and current.

11. Deal appropriately with Fear in the
Workplace.When team members are in
fear for their livelihood they do not perform
at their highest level. Providing a forum to
safely talk about these fears will go a long
way toward helping achieve superior per-
formance.

12. Don't just be a manager, be an
Evangelist.You need to believe in what you
and your company are doing and to share
the power of that belief with your team
members.

13. Pursue Failure. Failure is not an end-
ing it is a stepping stone to the right answer.
Stop beating yourself up for mistakes and
see them as an opportunity to begin again
with additional information, knowledge
and experience.

14. Remember that the Fish Stinks from
the Head Down. That means you are
responsible for everything that goes right,
and anything that goes wrong. Remember-
ing that leadership is the most important
component of your business, and that the
buck stops with you.

15. Having Fun Increases Productivity
and Profit. In companies where people
have fun, the productivity and the profit are
higher. T

16. Beware of Invalidation. The number
one motivation killer is making a team
member feel "less than". If you mistakenly
say the wrong thing to someone, apologize
immediately. You'll look like a responsible
leader rather than an insensitive bully.

17. Learn to maintain your composure
under pressure. Thomas Jefferson said,
"Nothing gives one person so much advan-
tage over another as to remain cool and
unruffled under all circumstances."

18. Join a Mastermind group. To keep
your skills sharp and get answers to difficult
questions get into a group of non-compet-
ing peers.

19. Learn to ask Powerful Questions.
The right question at the right time can
eliminate major problems or help a team
member find the best answer available.

20. Learn to Deal with Difficult People.
There are specific techniques to deal with
different types of people. Learn how to tell
avoidance from arrogance and denial from
insecurity.

Dr. Barton Goldsmith is a keynote speak-
er, business consultant and nationally syndi-
cated author. He may be contacted
through his web site BartonGoldsmith.com
or at (818) 879-9996.
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Learning to Lead:

Top 20 Leadership Tools You Can Use

EDUCATION


	033-sfvbj05-28-12
	034-sfvbj05-28-12
	035-sfvbj05-28-12
	036-sfvbj05-28-12

